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This presentation was prepared exclusively for the benefit and internal use of the J.P. Morgan client or potential client to whom it is directly delivered and/or addressed
(including subsidiaries and affiliates, the “Company”) in order to assist the Company in evaluating, on a preliminary basis, the feasibility of a possible transaction or
transactions or other business relationship and does not carry any right of publication or disclosure, in whole or in part, to any other party. This presentation is for discussion
purposes only and is incomplete without reference to, and should be viewed solely in conjunction with, the oral briefing provided by J.P. Morgan. Neither this presentation nor
any of its contents may be disclosed or used for any other purpose without the prior written consent of J.P. Morgan.

To the extent that the information in this presentation is based upon any management forecasts or other information supplied to us by or on behalf of the Company, it reflects
such information as well as prevailing conditions and our views as of this date, all of which are accordingly subject to change. J.P. Morgan’s opinions and estimates constitute
J.P. Morgan'’s judgment and should be regarded as indicative, preliminary and for illustrative purposes only. In preparing this presentation, we have relied upon and
assumed, without independent verification, the accuracy and completeness of all information available from public sources or which was provided to us by or on behalf of the
Company or which was otherwise reviewed by us. J.P. Morgan makes no representations as to the actual value which may be received in connection with a transaction nor
the legal, tax or accounting effects of consummating a transaction. Unless expressly contemplated hereby, the information in this presentation does not take into account the
effects of a possible transaction or transactions involving an actual or potential change of control, which may have significant valuation and other effects.

This presentation is providing only general information regarding certain of J.P. Morgan's products or services as described herein, is for general illustrative purposes only and
is not intended as nor shall it be deemed to constitute advice or a recommendation regarding the issuance of municipal securities or the use of any municipal financial
products. J.P. Morgan is not providing any such advice or acting as the Company’s advisor, including, without limitation, as a Municipal Advisor under Section 15B of the
Securities and Exchange Act of 1934, as amended. The Company should consult with its own financial and other advisors to the extent it deems appropriate.

Notwithstanding anything herein to the contrary, the Company and each of its employees, representatives or other agents may disclose to any and all persons, without
limitation of any kind, the U.S. federal and state income tax treatment and the U.S. federal and state income tax structure (if applicable) of the transactions contemplated
hereby and all materials of any kind (including opinions or other tax analyses) that are provided to the Company insofar as such treatment and/or structure relates to a U.S.
federal or state income tax strategy provided to the Company by J.P. Morgan. J.P. Morgan's policies on data privacy can be found at

IRS Circular 230 Disclosure: JPMorgan Chase & Co.  and its affiliates do not provide tax advice. Acco rdingly, any discussion of U.S. tax matters include d herein
(including any attachments) is not intended or writ ten to be used, and cannot be used, in connection w ith the promotion, marketing or recommendation by a nyone
not affiliated with JPMorgan Chase & Co. of any of  the matters addressed herein or for the purpose of avoiding U.S. tax-related penalties.

Chase, JPMorgan and JPMorgan Chase are marketing names for certain businesses of JPMorgan Chase & Co. and its subsidiaries worldwide (collectively, “JPMC") and if
and as used herein may include as applicable employees or officers of any or all of such entities irrespective of the marketing name used. Products and services may be
provided by commercial bank affiliates, securities affiliates or other JPMC affiliates or entities. In particular, securities brokerage services other than those which can be
provided by commercial bank affiliates under applicable law will be provided by registered broker/dealer affiliates such as J.P. Morgan Securities LLC or J.P. Morgan
Institutional Investments Inc. or by such other affiliates as may be appropriate to provide such services under applicable law. Such securities are not deposits or other
obligations of any such commercial bank, are not guaranteed by any such commercial bank and are not insured by the Federal Deposit Insurance Corporation. Not all
products and services are available in all geographic areas. Eligibility for particular products and services is subject to final determination by JPMC and or its
affiliates/subsidiaries.

This presentation does not constitute a commitment by any JPMC entity to extend or arrange credit or to provide any other services.
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Welcome and introductions

From J.P. Morgan
= Donna Janeczko, Global Commercial Card Relationship Manager

= Nancy Dorsa, Government Banking Relationship Manager
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Key trends shaping the card payables landscape

From 2014 RPMG Study Covering Industry Purchasing C  ard Activity from 2011 Through 2013

Organizations continue

|V . 2 7 % 539% P> Transactions under $2.5K

their capture of low 329% P Transactions $2.5 to $10K
Increase in spend

value transactions capture 2011 to 2013 13% P> Transactions $10K to $100K
= Large Market entities 26% P> Large Market
use EAP most; EAP $ 1 : 9 I\/I 24% P> Fortune 500

users have 81% higher Purchasing card spend 16% P> Government & Not For Profit
monthly spend capture capture per month 13% P> Middle Market

Best practice programs 7 O 00/ » 300% more cards distributed
feibiine ute shend, 0 » 61% higher per transaction limit
distribute more cards More spend

limits Worth noting: organizations with higher spend limits do not experience
greater losses from fraud than programs with lower spend limits.

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey. RPMG defines EAP as “non-
plastic purchasing card accounts used to pay for goods and services after an invoice has been received.” “Best
Practice” (BP) purchasing card programs as those that report at least one top quartile (And no bottom quartile)
metrics across four key performance measures, including (1) the percentage of under $2,500 transactions paid by

purchasing card, (2) the percentage of $2,500 to $10,000 transactions paid by purchasing card, (3) purchasing card

spending as a percent of annual sales revenue (or budget) and (4), monthly purchasing card spending per employee. J.P MOI‘g&D



Opportunities exist across the end-to-end expense
management process

Increase use of Increase Improve
preferred suppliers cardholder working
adoption capital
Promote Automate Obtain better data
compliance manual tasks for negotiations
, Enhance

Imprgve s_uppller employee Improve_
relationships experience forecasting

Book &

Expense Reconcile
&

Buy Allocate Report

Promote Travel
Policy

Source

< Reduce costs, improve bottom line results >

Where is your company focusing?
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Purchasing card accounts at a glance

Different card types for different needs

We can issue cards to individuals, departments or s uppliers for general
expenses or very specific needs — for example all pu  rchases related to a
specific project, a pre-defined budget or a meeting  /event.

JPMorgan

1 1 1

Individual Department Supplier
Given to an individual For use within a “Lodged” with a specific
cardholder; often specific department; supplier or within an AP
used at the used virtually department; used at
point-of-sale (POS) or at POS time of order or upon

invoice receipt
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Purchasing card accounts at a glance

Key features and benefits

= Web-based reporting = Receipt imaging reduces
system streamlines manual processes

program management _
= Automated cost allocation

= Powerful controls can help improves accuracy and
you keep spending in JPMorgan reduces manual work
check and drive |
transactions to preferred
suppliers

= Faster supplier payments
reduce manual A/R and
collection costs

= Online access to spend data

simplifies reconciliation = Single monthly statement

simplifies A/P processes
= Comprehensive reporting
helps you monitor policy
compliance

J.PMorgan




Purchasing cards offer added controls and can be
used at different points in the payables process

You can eliminate steps or use them with your curr  ent workflow

" Pay on order Make

reduces steps
2 b Purchase

Open PO

Request/
Receive
Approval

Front End Controls
» Spend Limits
* Usage Limits
* MCC Constraints

Receive

Goods/

Services Receive
Invoice

Pay

""" Pay on invoice ;
_. keeps workflow Invoice

Close PO

Back End Controls

» Approval Workflows
 Transaction Reporting
 Transaction Auditing

J.EMorgan



Purchasing cards can deliver significant benefits
across the organization

They also support multiple stakeholder goals

Ql Support
@ o= Suppliers

» Consolidate suppliers

* Drive spend to
preferred partners

* Negotiate deepest
discounts

@ Reduce risk

* Enhance audit and
fraud controls

* Increase spend
transparency

* Monitor policy
compliance

A Improve Cash
all Management

» Extend float
e Increase DPO

 Gain potential
incentives

9 Create
Efficiencies

» Simplify purchasing
» Streamline payments

o Automate manual
tasks

a Lower costs

* Reduce checks and POs
¢ Lessen mail costs

* Free up resources for
other functions

2 2 |ncrease
oversight

¢ Obtain better data

* Improve budgeting/
forecasting

* Make more informed
decisions
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Purchasing card accounts at a glance

Best fit for managing the “supplier tail”’ — low valu e, high frequency spend

'\

Close to 80% of an
organization’s

e spend typically
accounts for only
20% of its total
transactions
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Processing the remaining 20% can consume
internal resources, time and money

Source: Supply Chain Finance, Extracting Value from the Supplier Tail, A Purchasing Insight Report, 2012. J-P Morgan




Purchasing cards can reduce payment processing
costs and improve negotiated savings

lower transaction processing costs

shorter cycle time from when order
is placed and goods are received

of the companies who used purchasing card data in
supplier negotiations captured higher discounts

had improvements in supplier
discounts from 1% to >4%.

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey J-P Morgan




Card payables benefit your suppliers and are less
costly to process, particularly for low value spend

Supplier Benefits

Supplier Cost for $500
Transaction Made at POS

Faster payment

Reduced credit risk

Wire $43.22
= |Lower collection costs
Check $33.17
= Simplified A/R processing
ACH $32.80
= Preferred vendor status
Card $20.88

Potential for increased sales

Card payments are 37% less
costly for suppliers to process

Source: Acceptance Matters — And Now We Know by How Much, Report by MasterCard and Kaiser Associates, 2012. J_P Morgan



Best practice programs use their cards more often
to capture spend across more commodities

They are also more likely to

expand their purchasing card 136%
‘toolkits” and a higher

percentage use cardless Utilities
accounts, ghost cards and EAP. 79%

Construction/ 1300
capital assets

Professional
services

46%
Inventory 3900

Transportation
and delivery

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey J_P Morgan



Organizations are steadily increasing capture of
low value transactions with purchasing cards

$2.6 M 54%

Spend capturﬁ Projec(j:ted
er mont spen
0 Of transactions g capture next
53% under $2.5K 5 years
320/ Of transactions $28 K 27%
0 from $2.5 to $10K ngti?g Incregse in
spen
. per card/ capture past
Of transactions r month
13% from $10 to $100K  "° 2 years

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey J P Morgan




Purchasing cards deliver savings on processing/
administrative costs and via supplier discounts

About 45% of respondents

said purchasing cards $38 B 70%
replace petty cash at their -
companies, saving them an Annual Reduction in
average of $22 K annually tr?(;]gg;;:gn cycle time

in administrative costs. savir?gs acmsg

North America

66%

Report higher
supplier
discounts

$70

Per transaction
process savings

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey
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Best practices programs distribute more cards,
have higher limits and capture more spend

Companies with higher spend

limits do not experience 0
greater fraud loss than those 700 A)

with lower spend limits. More spend
captured 61%
Higher per
transaction
300% limit
More cards
distributed
44%
Higher
monthly spend
limit

Source: RPMG Research Corporation, 2014 Purchasing Card Benchmark Survey

“Best Practice” (BP) purchasing card programs as those that report at least one top quartile (And no bottom quartile)
metrics across four key performance measures, including (1) the percentage of under $2,500 transactions paid by
purchasing card, (2) the percentage of $2,500 to $10,000 transactions paid by purchasing card, (3) purchasing card
spending as a percent of annual sales revenue (or budget) and (4), monthly purchasing card spending per employee.
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What is Fraud?

» Also known as third party fraud N

» Transaction(s) not authorized

» Fraud made with a lost, stolen or counterfeit card or stolen account
information Y,

» Also known as employee misuse )

» Transaction(s) made with a company administered credit card for
personal gain by an employee or contractor of the company

» Spend or activity is outside the parameters of the company policy )

17
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Program and fraud control

Front End Back End

= Merchant Category Code (MCC) = Next day transaction data (detall
blocking displayed when passed by supplier)

= Custom MCC groups. Exclusive & = Numerous, flexible reporting options
inclusive processing (standard and queries)

= Dollar limits/Day or billing cycle = Approval/Review feature with web-

e . based reporting

= Velocity limits by transactions/day or
billing cycle = Automated chargeback process

= J.P. Morgan dedicated fraud group = $100,000 liability protection program

for all new clients and renewals*

* Conditions do apply. Please refer to your MasterCoverage Liability Protection Program or Visa Liability Waiver Program materials for specific terms and conditions
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Questions?
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This presentation is providing only general information regarding certain of J.P. Morgan's products or services as described herein, is for general illustrative
purposes only and is not intended as nor shall it be deemed to constitute advice or a recommendation regarding the issuance of municipal securities or the use
of any municipal financial products. J.P. Morgan is not providing any such advice or acting as the Company’s advisor, including, without limitation, as a Municipal
Advisor under Section 15B of the Securities and Exchange Act of 1934, as amended. The Company should consult with its own financial and other advisors to
the extent it deems appropriate.
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